









John F. Short 


Advertising and Promotion Manager 
Philadelphia Gas Works 


@ WHAT DO YOU DO when you are a gas 
utility with a desire to use television to 
sell the merits of gas and gas ap- 
pliances—and at the same time you 
want to create goodwill for the utility 
in a market as big and competitive as 
Philadelphia, Pennsylvania? 
Impossible? Not for “Mr. Fixit!” 
Mr. Fixit has been solving problems 
for Philadelphians since 1948 when 
Earl Selby took over the writing chores 
of the Philadelphia Evening Bulletin’s 
“In Our Town” column. Selby, in ad- 
dition to the column’s excursions into 
activities, places, and events of interest 
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Earl Selby, the Mr. Fixit of Philadelphia Gas Works’ 5-a-week TV 
show, waits for his cue to discuss problem shent to him by reviewer 
The problem might be ‘‘Where can | find a shade tree for my yard?”’ 
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TV Show Sells Gas and Appliances 


to Philadelphians, created a mythical 
Mr. Fixit, who offered to solve every- 
thing from bilked shopper’s complaints 
to requests from needy individuals and 
associations. 

Early in 1955, Franklin Roberts, 
vice president and television director 
of W. S. Roberts, Inc., advertising, 
struck on the idea of bringing Mr. 
Fixit’s unique talents to television. 
Studying the history of the column, he 
learned that Earl Selby’s helping-hand 
character received almost_20,000 mail 
requests each year and that through the 
newspaperman’s excellent contacts 
each request was solved, referred to 
the proper agency, or at the least re- 
ceived a personal reply. 

The idea was presented to The Phila- 
delphia Gas Works as a means of solv- 
ing the double-barreled job of adver- 
tising and public relations. A pioneer in 
television in the Quaker City, PGW has 
sponsored half-hour syndicated films 
and a daytime cooking program. In- 
creasing time costs and rugged net- 


erchandising 


Philadelphia Gas Works ... 





work competition were driving the 
utility further and further from prime 
time, and audience ratings were 
dipping. 

Frank H. Trembly, director of sales, 
PGW, had also been studying a new 
television approach, the 5-a-week show. 
Trembly was intrigued by the possibil- 
ity of a 5-minute time period Monday 
through Friday that would enable the 
utility to get the repetition of message 
and cumulative coverage to tell the 
story of gas in all its facets to more 
Philadelphia homemakers. 

“Mr. Fixit” offered the opportunity 
to test both the new idea and strip 
time, plus the practical advantage of 
offering modestly-budgeted individual 
segments to gas appliance manufac- 
turers on a co-op basis. 

The show began in the 5:55-6:00 
pm slot on WCAU-TV, March 28, 
1955. Early the following month, 
changes in the program schedule en- 
abled PGW to move to 6:25-6:30 pm, 
where it enjoys a healthy rating with 





Earl Selby discusses the tree problem with a city 
expert. He wears a woodsman's cap and has an 
axe handy for the occasion. 


43 








Yel 


’ heGAS REFRIGERATOR, 


Off-the-air, Earl Selby, left, relaxes in the studio with 
Ed McMahon, who presents the commercials for PGW. 
The Tappan range was one of the appliances featured 


on the program. 


RUUD ALCOA ALLOY 


A cutaway Ruud Alcoa water heater provides Ed Mc- 


Mahon with dramatic material for a ringing word on 


that appliance. 


almost 70 per cent adult audience. 

Last month PGW renewed its con- 
tract enthusiastically for a second 13- 
week cycle. 

Trembly offers the following reasons 
for the company’s satisfaction with its 
new TV baby: Mail has been running 
as high as 500 pieces per week. Groups 
and officials featured on the program 
have included many of the department 
heads of Philadelphia’s city govern- 
ment, board of education, Shut-In 
Society, Thrift Shops, hospitals, Penn- 
sylvania Railroad and Legal Aid 
Society. 

Viewers have been invited to send 
for free television magnifiers, a $500 
check to be used for a health rehabili- 
tation purpose, a $700 raccoon coat, a 
living room set, radios, free camping 
stays for youngsters, and important 
health information. 

Everyone who has written for help 
or to offer assistance has received a 
personal note from Selby in the name 
of PGW. The thank-you letters to “Mr. 
Fixit” and the utility are adding up to 
handsome dividends in goodwill for 
gas sales in Philadelphia. Groups and 
officials who are guests on the show 
also add a plus in goodwill merchan- 
dising for gas. 

Of equal importance are the results 
of a door-to-door survey undertaken 
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TOTAL SILENCE 


Facing a TV camera, Ed McMahon describes and illustrates fea- 
tures of Servel refrigerators for the audience in PGW's service area. 


by Trembly just 7 weeks after the pro- 
gram went on the air, with 2174 pri- 
vate homes in the Philadelphia area 
being personally surveyed by PGW 
representatives. Object was to deter- 
mine what percentage of adults were 
tuned to television between 6 and 6:30 
p.m., how many had seen “Mr. Fixit,” 
how many could properly identify the 
products advertised, and what opinion 
viewers had of the show. 

Reaction was far more favorable 
than could be hoped for, dramatizing 
the advantage of using a personality al- 
ready well known in the community 
to spearhead a TV campaign. 

The survey showed that 69.5 per 
cent of adults in Philadelphia view 
television regularly or occasionally be- 
tween 6 and 6:30 p.m. After only 7 
weeks of telecasting, 67.6 per cent of 
these viewers had seen “Mr. Fixit,” 
56.6 per cent of them seeing the show 
2 or more times per week. 

Most dramatic of all the survey find- 
ings were the results of these questions: 

“What appliances are featured on 
the show?” Of those viewing the show, 
87.2 per cent of them correctly identi- 


fied one or more of the appliances. 

“How would you rate the show?” 
“Mr. Fixit” was rated good or excel- 
lent by 78.8 per cent. Of the remain- 
ing viewers, 20.4 per cent gave the pro- 
gram a fair rating. 

Selby offers only one simple com- 
ment: “Many people honestly need a 
helping hand or just don’t know where 
to turn when problems arise. We try 
to supply the help or the information 
on where to turn.” 

He is no Godfrey [. . . and that’s not 
bad! Ed.], but one little Selby touch 
gives Mr. Fixit viewers a daily chuckle. 
He always opens his show wearing a 
hat indicative of the problem to be 
solved or the evening’s guest. These 
have included everything from a Ger- 
man war helmet to a charming cha- 
peaux introducing a woman’s fashion 
expert. 

PGW puts no strings on what kind 
of hat Selby wears or what kind of 
problem he sets out to solve. The heavy 
mail, good ratings, and high product 
identification have convinced the utility 
that doing a goodwill job is a good 
way to sell gas and gas appliances. * 
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Equitable Gas Company has 


New Compact Device That 


Makes Appliance Demonstrations Easy 


@ A SAFE AND CONVENIENT means of 
supplying fuel for gas ranges and re- 
frigerators used in cooking schools, ap- 
pliance demonstrations and other off- 
the-line uses, has been developed by 
the utilization engineers of Equitable 
Gas Company. 

A compact and portable case en- 
closing bottled liquid petroleum gas 
and all necessary control and regu- 
lating fittings was designed at the re- 
quest of the safety division by William 
B. Ciprella of the utilization engineer- 
ing division. 

The advantages of this portable con- 
tainer are readily apparent when it is 
compared with former methods of ar- 
ranging for supplementary gas supplies 
where natural gas is not immediately 
obtainable, such as in school auditor- 


iums, hotels, department stores, and 
theaters. 

Previously, an appliance service 
crew had to get bottled gas and impro- 
vise connections for each demonstra- 
tion. Sometimes copper tubing was 
strung for many feet into the building 
from outside gas supplies. Often, re- 
quests for demonstrations did not pro- 
vide sufficient notice and required 
shifts in work schedules. When bottled 
gas was used, tank installation was un- 
avoidably makeshift and without ade- 
quate safeguards. 

The new container eliminates these 
disadvantages. It is made of aluminum 
with a fire lid and has handles on each 
side for ease in carrying. Its 20-lb 
LP-gas tank works automatically; a 
regulator switches from an empty tank 
to the full one. A red marker shows 


that one tank has been emptied. The 
underwriter-approved, coupling- 
equipped, flexible connectors in the 
box make it unnecessary to improvise 
installations for demonstrations. When 
not in use, a valve is closed, a hose dis- 
connected, and the container is locked. 

The overall cost, including 2 full 
tanks, is $118. 

Safety and fire prevention were first 
considerations in designing the con- 
tainer, but great convenience and finan- 
cial savings in labor costs have resulted 
from its use. 

It is no longer necessary to negotiate 
between 2 departments of the company 
when a demonstration is planned, and 
the question of available fuel supply 
can be disregarded in booking and in- 
stalling demonstration facilities. 


Close-up of the new Equitable Gas Company portable 
gas container for appliance demonstrations. All equip- 
ment is enclosed in aluminum container. Each of the 
20-lb LP-gas tanks can be connected to a separate ap- 
pliance, or both can be used in an automatic operation 
in which regulator switches from empty tank to full one. 
Flexible connectors are used to appliances. 


William B. Ciprella, utilization engineer, Equitable Gas Co., points out 
compactness of portable container to T. H. Evans, vice president, 
sales, and Kathryn Barnes, manager Equitable’s home service division. 
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Industry 








The 7-millionth Magic Chef domestic gas 
range comes through the production line 
in St. Louis, and is designated for ‘‘Mrs. 
America’ by Cecil M. Dunn, president. 
Marking the occasion are Dunn, left, and 
Philip A. Foppe, who has been with Magic 
Chef for 46 years. 


Coleman Names Raake, 
Simmons as Field Sales 

Martin G. Raake and Hascal Sim- 
mons, formerly zone managers for 
Coleman Company, Inc., have been ap- 
pointed national field sales managers 
of the heating and air conditioning 
division. 

Raake will head the sales organiza- 
tion for floor furnaces, wall heaters, 
water heaters, and space heaters. He 
joined the Coleman organization in 
1938 and successively held the posi- 
tions of district representative, regional 
sales manager, and manager of the Chi- 
cago zone office. 

Simmons will direct field sales oper- 
ations on the company’s Blend-Air cen- 
tral heating and air-conditioning equip- 
ment. He came with Coleman in 1948 
and has represented the company in 
New England and Dallas. 


GAMA Elects 6 New Members 

Gas Appliance Manufacturers Asso- 
ciation has elected to the water heater 
division Trageser Copper Works, Inc.. 
Maspeth, Long Island, New York. 
Total membership of the division is 
now 49. 

L. O..Koven and Brother, Inc., Jer- 
sey City, New Jersey, also has been 
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elected a member of the water heater 
division. 

The GAMA incinerator division has 
elected Joseph Goder Incinerators, 
5121 North Ravenswood Avenue, Chi- 
cago, Illinois. 

Three other new members, elected 
recently are San Gabriel Boiler Manu- 
facturing Company, San Gabriel, Cali- 
fornia, hot water heating boilers; Gross 
Furnace Manufacturing Company, 
Inc., Salem, Virginia, furnaces; and 
Major Metal Products, Inc., Los An- 
geles, floor furnaces. 


Coleman Honors Founder 
With Scholarship Fund 

A $10,000 endowment fund to estab- 
lish the “W. C. Coleman Scholarship 
in Business Education” at Ottawa Uni- 
versity, Ottawa, Kansas, has been an- 
nounced by the Coleman Company. 

The grant was made during a cere- 
mony honoring W. C. Coleman, foun- 
der of the company and chairman of 
its board, on his 85th birthday. The 
honoree received from the company’s 
employees a bound volume of 500 
birthday letters and cards. 

In presenting the scholarship fund 
to the president of Ottawa University, 
company officials stipulated that schol- 
arship candidates be judged on the 
basis of their ability to live up to 10 
rules of personal conduct that Coleman 
adopted for his own guidance and to 
which he gives credit for an important 
part in his own successful career. 

Coleman was a graduate student and 
instructor at Ottawa in 1894 and 1895 
and has served on its board of trustees 
for many years. He also holds an 
honorary degree from the university. 


New Appliance Institute Officers 

W. Frank Fisher, vice president and 
general manager, The Floyd-Wells 
Company, division of John Wood Com- 
pany, was elected president of the In- 
stitute of Appliance Manufacturers at 
its annual convention-exhibit in Cin- 
cinnati. 

Other institute officers elected were: 

Executive vice president, F. H. Guth- 
rie, president, Newark Stove Company: 
secretary-treasurer, S. B. Rymer, Jr., 
president, Dixie Products, Inc.; vice 
president, meetings, Robert H. Taylor, 
president, Florence Stove Company: 
vice president, memberships, Walter F. 
Rogers, president, Crown Stove Works; 
vice president, publications, Wendell 
C. Davis, president, Cribben and Sex- 
ton Company. 


Hamilton Manufacturing Company sent 
each of its distributors a miniature birth- 
day cake to commemorate the company's 
75th anniversary, and the unveiling of 
Hamilton's New Jubilee laundry line. 
Simultaneouly, the company’s regional 
sales managers cut up an oversize ver- 
sion of the cake at a promotional meeting 
in Chicago. 


Kelley New Day and Night Manager 


George Kelley has been appointed 
manager of heating and air condition- 
ing, Day and Night division of Carrier 
Corporation, Monrovia, California. 
Kelley spent 2 years in Atlanta with 
the district and regional sales offices of 
Carrier and more recently was chief 
sales engineer for a large wholesale dis- 
tributor in Bakersfield. Now, he will 
organize and disseminate information 
from the air conditioning and heating 
engineering staff at Day and Night. 


Maxitrol and M-H Cooperate 
in Canada 

Maxitrol Company has made ar- 
rangements with Minneapolis-Honey- 
well Regulator Company, Ltd., To- 
ronto, to have Maxitrol gas regulators 
available through Minneapolis-Honey- 
well offices in Canada. 

Both companies have announced 
that this is not the usual type of exclu- 
sive agency agreement, but rather a 
cooperative measure to give both M-H 
and Maxitrol customers better service 
on regulator requirements. 


W. C. Davis Range Division 
Vice Chairman 


Wendell C. Davis, president, Crib- 
ben and Sexton Company, has been ap- 
pointed vice chairman of the domestic 
gas range division of Gas Appliance 
Manufacturers Association to fill the 
unexpired term of Fred A. Kaiser who 
recently resigned. 


New Division Set Up in GAMA 


The board of directors, Gas Ap- 
pliance Manufacturers Association, has 
announced formation of the unit heater 
and duct furnace division. The division 
was known originally as the unit heater 
group. Chairman of the new division is 
David R. Webster, president, Reznor 
Manufacturing Company. 
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GAMA Makes Decisions on 
Trade Exhibitions 

Gas Appliance Manufacturers Asso- 
ciation will not sponsor an exhibition 
of gas appliances and equipment dur- 
ing the 1956 convention of American 
Gas Association at Atlantic City. 

The decision was made by the 
GAMA board of directors recently, 
after reviewing the results of a poll of 
the nearly 600 manufacturer members. 
\ GAMA exhibition of appliances and 
equipment was held biennially from 
1936 through 1952 in Atlantic City at 
the time of the AGA annual meeting, 
but manufacturers decided to skip the 
event in 1954 because of the mounting 
cost of the show and the increased need 
to spend promotional funds for other 
activities. 

GAMA officials pointed out that 
while manufacturer-sentiment is 
against a 1956 exhibition, the once- 
traditional show may be held again at 
some future date. Manufacturers will 
be polled again early in 1957 to deter- 
mine whether or not they wish an ex- 
hibition during the 1958 AGA con- 
vention. 

Participation in one or more of 16 
different national and regional trade 
shows has been recommended by the 

> various divisions of 
GAMA, according 
to H. Leigh White- 
law, managing di- 
rector. 

Whitelaw stressed 
that these are 
recommendations 
made by individual 
division trade show 
committees. The 
committees investi- 
gated and recom- 
mended only those shows or exhibits 
which they believed were of particular 
benefit to the members of their divi- 
sions. He said this is in line with the 
policy of the GAMA board to allow 
individual divisions to investigate and 
recommend to their members those na- 
tional trade shows which are believed 
to have a profitable potential. 

The directors believe that state and 
local shows should be left to dealers. 
Manufacturers may loan display equip- 
ment for those shows as may seem 
practicable. 


H. L. Whitelaw 


These are the recommended shows 
and the divisions interested in them: 
Air Conditioning and Refrigeration In- 
stitute 

Automatic controls 
American Dietetic Association Show 

Hotel, restaurant and commercial 

equipment 
American Furniture Mart 
Domestic range 
Refrigerator 


AGA Distribution Conference 
Meter and regulator 
Institute of Appliance Manufacturers 
Automatic controls 
International Heating and Ventilating 
Show 
Automatic controls 
Direct heating equipment 
Boiler 
Relief valve 
Furnace and conversion burner 
LPGA National Show 
Domestic range 
Automatic controls 
Refrigerator 
Clothes dryer 
Water heater 
Direct heating equipment 
Recessed heater-floor furnace 
National Association of Home Build- 
ers Convention and Exposition 
Domestic range 
Refrigerator 
Clothes dryer 
Water heater 
Direct heating equipment 
Boiler 
Recessed heater-floor furnace 
Appliance regulator 
National Food and Women’s Page Edi- 
tor’s Convention 
Refrigerator 
National Hotel Expositicn 
Hotel, restaurant and commercial 
equipment 
National Housing Center, Washing- 
ton, D.C. 
Clothes dryer 
National Metal Exposition 
Industrial equipment 
National Plumbing and Heating Ex- 
position 
Water heater 
Boiler 
Relief valve 
National Restaurant Show 
Hotel, restaurant and commercial 
equipment 
New England Hotel and Restaurant 
Show 
Hotel, restaurant and commercial 
equipment 
Western Furniture Mart 
Domestic range 


GAMA Slates Meetings Through 1961 

Annual meetings of Gas Appliance 
Manufacturers Association will be held 
at the Greenbrier, White Sulphur 
Springs, West Virginia, for the 6 years. 
1956-1961. The GAMA board acted 
on the recommendation of its time and 
place committee in deciding to aban- 
don the previous policy of changing the 
scene of the annual meeting each year. 
The new policy is believed to enable 
the association to be sure of adequate 
accommodations, year after year, as 
registrations increase. 
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MEN at Work 








Wilkinson Is Water Heater 
Manager, American-Standard 

Clyde H. Wilkinson has been ap- 
pointed manager water heater prod- 
ucts. for the plumbing and heating di- 

“ wae vision, American- 
Standard. 

Wilkinson's ap- 
pointment, together 
with the creation 
of the separate de- 
partment for water 
heater products, is 
described as con- 
sistent with the 
American-Standard 
im policy of more ag- 

C. H. Wilkinson gressive sale of its 
specialized product lines. 

Prior to assuming his present posi- 
tion, Wilkinson was manager, water 
heaters, for the Bryant division, Car- 
rier Corporation, and also was chair- 
man of its gas industry development 
coordination committee. 

He has been with John Wood Com- 
pany, as a salesman and for 3 years as 
regional manager in St. Louis. 


Nelson Heads M-H Appliance 
Controls Sales 


Taylor G. Nelson has been appointed 
sales manager for the appliance con- 
trols division of Minneapolis-Honey- 
well Regulator Company. 

Nelson will be concerned primarily 
with sales of water heater controls, but 
additional appliance controls sales ac- 
tivities are to be brought under his 
supervision. He formerly was eastern 
appliance controls sales manager for 
Honeywell. 


Chappell Heads Timken Sales 


W. J. Chappell has been named na- 
tional sales manager of Timken Silent 
Automatic division, Scaife Company. 
Chappell has been associated with Tim- 
kin Silent Automatic for 23 years. He 
served as editor of the house organ, ad- 
vertising manager, regional sales man- 
ager and assistant sales manager. 


Men at Work—Briefly 


Miles W. Boekeloo appointed sales 
representative, southern Michigan, 
Ruud Manufacturing Company. 

Seymour Cooper appointed Greater 
New York district manager, Florence 
Stove Company. 

Frederic C. Deininger is Atlantic 
sales manager, Magic Chef, Inc. 

John J. Fendya is director of indus- 
trial relations, Magic Chef, Inc. 

Leon Gisynski is new eastern Penn- 
sylvania district manager, Florence 
Stove Company. 
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Emil P. Nensel is manager of sales 
service department, Servel, Inc. 

Paul R. Newkirk promoted to mer- 
chandising manager, space heater divi- 
sion, Magic Chef, Inc. 

Gordon M. Parker appointed assist- 
ant advertising manager, Timken Silent 
Automatic division, Scaife Company. 

Frank S. Savage appointed Eastern 
sales manager, Magic Chef, Inc. 

Bert Schaefer appointed Midwest di- 
vision manager, Florence Stove Com- 
pany. 

J. Ross Sims is Southwestern division 
manager, Florence Stove Company. 

E. M. Stockdell is district sales man- 
ager, Delaware, Maryland, Virginia, 
North Carolina, South Carolina, and 
Disrict Columbia, Timken Silent Auto- 
matic division, Scaife Company. 

George P. Velte becomes New Eng- 
land sales manager, Magic Chef, Inc. 

R. B. Wright now Southwest sales 
manager, Permaglas division, A. O. 
Smith Corporation. 


Appliance Sales Contracts 
Have Specific Validity 

A reader has asked this question: 
“Our company sells gas appliances and 
equipment on the installment payment 
plan and we rely generally for payment 
upon chattel mortgages signed by pur- 
chasers. Sometimes we merely have a 
conditional contract which the pur- 
_ chaser signs, giving our company own- 
ership in the appliance or equipment 
until fully paid for. If the purchaser, 
without our knowledge, removes the 
encumbered merchandise into another 
county or state, and sells it, can we re- 
possess this merchandise?” 


A review of late and leading higher 
court decisions establishes law as fol- 
lows: The higher courts hold that either 
a properly-recorded conditional con- 
tract of sale, or a chattel mortgage, 
gives the seller a first lien on the gas 
appliance or equipment. However, 
neither a conditional contract of sale 
nor a chattel mortgage is valid, with re- 
spect to innocent parties, unless it is 
properly and legally recorded. 

On the other hand, the law is gen- 
erally established that either a condi- 
tional contract of sale, or a chattel 
mortgage properly and legally recorded 
in any county in any state in the United 
States is valid with respect to all per- 
sons in the whole United States. This 
rather unusual law may, at first hand, 
appear impractical and unreasonable, 
on the argument that no person can 
search the records in every county in 
every state in the United States to ascer- 
tain whether a seller has a first lien on 
gas appliances or merchandise. Never- 
theless, this is the usual law. See the 
leading higher court case of Conway, 
41 Pac. (2d) 1049. 
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Another important point of law is 
that an unrecorded conditional con- 
tract of sale or mortgage is valid with 
respect only to persons who have know- 
ledge of the transaction. Therefore, the 
sole purpose of recording sale contract 
or mortgage is to “legally” inform in- 
nocent persons that the seller retains a 
first lien on the subject of the sale. 

A few states, as Georgia, have en- 
acted laws providing that within 6 
months after a purchaser removes en- 
cumbered goods into the foreign state, 
the seller’s first lien is destroyed, unless 
the seller again files his lien in this 
state. However, relatively few states 
have such unusual laws.—L. T. P. 


Gas-Fired Furnaces for 
Investment Casting 

Information describing how the 
manufacturer’s gas-fired furnaces pro- 
vide uniform mold heating, accurate 
time-temperature cycles and simple 
burner control, is presented in this bul- 
letin. Furnace characteristics which 
serve to minimize distortion or expan- 
sion of the mold to assure maximum 
production of quality castings are de- 
scribed and illustrated with a diagram 
of a typical, five-zone continuous fur- 
nace. A chart of characteristics of typi- 
cal casting alloys, product and appli- 
cation photos, are included. 

Bulletin SC-170. Pp. 4. Surface 
Combustion Corporation, Toledo 1, 
Ohio. 


Wheelco Instruments — 
Temperature Control Systems 


This bulletin presents information 
about the company’s temperature con- 
trol systems. Data is included on: se- 
lecting the sensing element; recom- 
mendations governing the placement 
and use of sensing elements; control 
terminology; general rules to follow in 
selecting the proper method of tem- 
perature control for process character- 
istics or reaction; and a discussion of 
the company’s control systems and 
where to use them. 

Wheelco Instruments division, Bar- 
ber Coleman Company, Rockford, Illi- 
nois. 


New Indicating Temperature Control 


A newly developed indicating tem- 
perature control designed to control 
and indicate temperature of gases, 
liquids or hot plates over wide ranges, 
is described in this bulletin. It gives 
typical applications, outstanding fea- 
tures, and all necessary engineering 
data. Paragraphs are included on op- 
eration, head compensation, full com- 
pensation, mounting, switch action, ad- 
justment, servicing and recalibration. 

Bulletin 42, Type E32N. United 
Electric Controls Company, 85 School 
Street, Watertown, Massachusetts. 
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-CLASSIFIED- 





Gas Meter Engineer 


Experienced in operation, testing and 
maintenance of displacement and 
orifice meters. Opening is with sound, 
fast growing, midwestern utility serv- 
ing 140,000 customers. Good oppor- 
tunity for advancement. Give details of 
experience, education and personal 
data. Box 35, care American Gas Jour- 
nal, P. O. Box 1589, Dallas, Texas. 











Marinite for Driers, Ovens, 
Breechings and Housings 


This illustrated bulletin issued by 
the company gives complete informa- 
tion on a structurally strong sheet ma- 
terial that both builds and insulates. 
There are handling and working rec- 
ommendations; construction and fabri- 
cation suggestions; data on physical 
and thermal properties; and, many 
photographs showing how the material 
is being used. The bulletin describes 
the material as an inorganic asbestos 
fiber-based material that is not affected 
by moisture, and which will not rust, 
rot or corrode. 

Johns-Manville, 22 East 
Street, New York 16. 


Fortieth 


AMERICAN GAS JOURNAL, August, 1955 


ay 


ac aneien macs Season ee 








od ome: 
































oO00 


Empire’s powerful blower is cradled in rubber 
for amazingly quiet operation. 


The heat exchanger is engineered to eliminate 
expansion and contraction noise. 


The over-size filter traps dust, dirt and pollen 
... helps keep your home shining clean! 


Smart, durable steel cabinet has fused-enamel 
finish, is beautifully designed. 
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Vented to remove combustion wastes. Welded 
gas-tight. Draft diverter prevents down-drafts. 


Empire’s exclusive “Thriftmatic’ Gas Burner de- 
livers every penny’s worth of heat from your 
fuel. Featuring the “stainless steel” ribbon type 
cast iron burners. 

Automatic room temperature controls, necessary 
limit switches both blower and bonnet and 
automatic pilot (100% cut-off type) are stand- 
ard equipment. 

All controls, burners and heat exchangers are 
accessible from the front — Flues can be cleaned 
from front without any disconnections or dis- 
mantling. 


STOVE COMPANY 


BELLEVILLE, ILLINOIS 
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THE SPRAGUE METER COMPANY 
. BRIDGEPORT, CONNECTICUT 





